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We appreciate your interest in our Real Estate Business Opportunity with your visit to our website.

What we have provided, however, is approximately thirty nine pages of text, concise and informative and meant to answer most, if not all, of your questions.

Upon completion of your review, we invite you to apply.

We will then provide you with further solid information, data, references, and contacts so as you may ascertain your level of interest in our program.

 

Thank you for your recent inquiry with respect to our Partner’s Real Estate program.

 

If you are seriously considering seeking a full or part-time partnership opportunity that provides substantial income, prestige, recognition, and accomplishment coupled with solid growth, then the following information provided should be read in detail.

 

Princeton Realty Consultants, headquartered in Dallas, Texas, is comprised of two separate divisions.

 

NUMBER ONE.

 

Our Corporate Equity Division, in business since 1988, manages a growing network of professional Partners, who in turn, are working with individual and corporate Clients who are seeking Investors, venture capital, debt funding, mergers, acquisitions or divestitures nationwide.  We currently have over 200 individual Partneroffices throughout the U.S. and Canada, all of which are involved in providing Investor capital to a wide range of business projects and corporations.

 

NUMBER TWO.

 

Our Real Estate Division, which we are currently building, works with our Real Estate Partners in the acquisition, management, and eventual resale of income producing properties.

 

But before we describe our Real Estate Partner program in detail, let us take a minute to tell you who we are, what we've done, and our past experience.

 

The principals of Princeton Realty Consultants were senior and general partners of Hibernian Properties, Balmoral Properties, and Winchester Properties Corporations.  Our partners were with all companies since their inception in 1977.

 

All of these concerns specialize in locating investment grade realty projects throughout North America, and then forming joint-ventures with private Investors in order to acquire these properties.  Since 1977, both Balmoral and Winchester, along with private Investors, have purchased and resold over 680 properties, with a combined value in excess of $990 million dollars.  Virtually all acquisitions were profitable transactions to all parties in the joint ventures.  These projects ranged in size from a low of $350,000 to a high of $6,000,000.

 

We decided to break from our parent group twenty years ago and form our own company, Princeton Realty Consultants.  Through our two divisions, we specialize in providing passive or active Investor capital to a wide range of viable business and realty projects, and in so doing, earn ourselves and our Partners sizable profits.

 

Over the years, we have found our primary area of expertise was in marketing, meaning we have the ability to not only analyze a business or real estate project accurately, but also to package and successfully present the project in order to arouse serious interest and to secure Investor funding.

 

Since your interest lies in the real property area, let us move on and explain the workings of our Real Estate Division.

 

Simply put, through our Partner, we locate quality, investment grade, income producing or potential capital gain Real Estate.  This project could be an apartment, or multi-family property, a commercial or industrial property, or even raw land.

 

We then negotiate the terms and conditions of purchase, using letters of intent and contracts, then inspect the property, the books and records, and once satisfied, "package" the property in a marketing format for our Investor consideration.

 

We then locate one (and only one) Investor who will provide the entire down-payment required, and sign the required mortgage or lien documents.  We then remove contingencies and close.  We will manage the property for a period of time, usually 1 to 2 years or longer, and then look for a resale and a profit.

 

Upon resale, the Investor, the Company, and our Partner will divide this profit between themselves according to their percentage interest.

 

At this point, you might say;

 


(a)
Sounds too good to be true...


(b)
Too simple to work...


(c)
Why would an Investor put up all the money...?


(d)
There's a catch to all this...


(e)
I know the Real Estate business and never have I seen...!


(f)
Wishful thinking...

 

Well, let's move to further explain the program in order to make it as clear as possible.

 

But before we begin, let us say again, we have been principals and have completed over 680 of these joint-ventures with an aggregate value of over $990 million dollars.

 

So first of all, our program works.  And works extremely well.  And makes substantial profits.  (Our returns just to Investors, have averaged from 12% to 57% over the years.)

 

Now, let us explain why, and how, it works.  Also, let us explain the roles of each entity in the joint venture process.

 

Initially the Partner reviews the properties being offered for sale in their geographic area.  By using set company formulas, the Partner can quickly decide if a particular property meets our investment criteria.

 

Should the property meet these criteria, then the next step is to frame the offer to purchase.  Again, this is done according to a set company formula that ensures we "buy right".

 

Once an offer is accepted by the seller, "conditional upon, or subject to" us acquiring an Investor, or with a "due diligence" period of inspection time, we then inspect both the property  and all relevant records.

 

Once satisfied, we then interest an Investor in becoming our financial partner.

 

Now, a word about Investors.

 

We currently have over 850 Real Estate Investors in our computerized data base.

 

These are Real Estate Investors who we have either done business with, or who are interested in investing in properties.  Some have been with us for over 25 years.

 

Each Investor is categorized as to investment dollars, parameters, areas of investment interest, and other personal investment criteria.

 

These particular Investors have been accumulated over the past 35 years of forming joint-ventures for the acquisition of Real Estate.  Each property signed is presented to specific and targeted Investors for funding consideration.

 

Why do Investors supply the total dollars required for a percentage (usually 50%) of the profits?

The answers lie in several areas, but the main reasons are straight forward.

 

(A)
We have already secured "the deal" by contract with the seller.  The Investor does not have to negotiate with a seller.  They recognize the deal as exceptional, and realize they only have to sign the joint-venture in order to participate.

 

(B)
We are "presenting" or "marketing" a simple yet effective investment proposal to the Investor by way of a professional marketing package by professional individuals.

 

(C)
We have the knowledge and expertise to acquire, or "buy right".  Normally, the Investor does not.

 

(D)
We do not charge any up-front fees to the Investor, nor are there any on-going management fees.

 

(E)
We handle all property management or we supervise an outside firm doing the property management.

 

(F)
We do not take a profit until resale (other than a quarterly division of net cash).

 

(G)
We work with the Investor as an active, working partner until a successful resale.

 

(H)
We provide the vehicle for an Investor to participate in the property marketplace on a one-on-one basis without requiring the expertise or skill that is needed.

 

One thing to understand.  Our business of acquiring a Real Estate investment, managing it, and then reselling at a profit may sound simple.

 

It's not.

 

There are one thousand and one things you must know, and probably just as many things you must do.  It's detail oriented, and it's complex.

 

But.

 

What we have done, utilizing our 35 years experience, is taken every facet of this business and reduced it to manageable steps.  Then, we have taken each step, and reduced it to a formula.  The Partner's job is to implement these formulas, in the order in which they are designed.

Let's review exactly what our Real Estate Partner will do, project by project.

 

(A)
Contact 5 - 7 local commercial or investment real estate brokers requesting information on properties or projects available in the marketplace.

 

(B)
Review these projects offered for sale, and, by overlaying our formula sheets on each aspect of the investment, isolate those projects that meet our criterion.

 

(C)
By using our standard formula offer sheets, frame specific purchase offering proposals for review by Head Office.

 

(D)
Once Head Office has concurred with the offer, act as the middleman in presenting the purchase proposal to the Seller's broker.

 

(E)
Once accepted, again by using formulas and checklists, examine all aspects of the proposed investment.

 

(F)
Assist in gathering all relevant property information for inclusion in the marketing package.

 

(G)
In conjunction with head office, and using our standard marketing package, prepare the Investor marketing presentation package.

 

(H)
Once Investor equity funding is secured, and by using our checklist, co-ordinate the countdown to the closing process.

 

(I)
Once ownership is obtained, initiate the property management process.

 

(J)
During the ownership process, monitor the real estate market, the property management, and determine an optimum time for a profitable resale.

 

Our purpose in building our Real Estate Partner’s Network is very basic.  We have Investors seeking to invest, but we need a professional, motivated individual who is attuned to the local or regional market and can maintain a knowledgeable hands-on approach.

 

Our responsibilities to the joint-venture partnership are many fold.

(A)
We act as the "mother ship" providing all the paperwork, analysis, instruction, advice, consultation, assistance, and direct involvement in any and all negotiations.

 

(B)
We provide all necessary documentation, forms, manuals, and paperwork required for day-to-day use.

 

(C)
We provide complete and all inclusive initial and on-going training and orientation sessions at our head office in Dallas.

 

(D)
We assist in preparing the Investor Marketing Package, and, once completed, ensure each property is put in front of all those Investors who are seeking this particular type of property investment.

 

(E)
We then "shepherd" the Investor forward to property presentation, and assist in this presentation and any subsequent negotiations in order to form the investment partnership.

 

(F)
We assist in arranging any required mortgage financing debt sources.

 

(G)
In essence, we are seeking to successfully bring a qualified, moneyed Investor to the table within the allotted time frame that we have, and ensuring the Investor signs on as our financial partner.

 

As in any partnership or association, we look to the Partner to contribute their share of work just as we are prepared to contribute our labor and knowledge to the success of the enterprise.

 
A word about Real Estate markets nationwide.

 

You no doubt have a much better idea of how your local property values are doing than we do. Needless to say, some regional markets are slowing down, some are down, and some are heading back up.

 

Regardless of each markets economics, our program is effective in isolating and acquiring profitable projects in any area.  Also, we have been talking about certain projects as our example.  But our Investors will consider any Real Estate project that can demonstrate a low risk-high gain situation.  That might be office buildings, strip centers, hotels, raw land or new developments.

 

Now, let's discuss income potential.

 

The first thing to understand is our program will not make you a wealthy person in 6 months.

 

But it very well might in 2 years, and it certainly will in 5 years.

 

Let us run through one example of how a joint-venture works, and who receives what. 

 

Let's assume we've acquired an 80 suite multi-family apartment complex for $1,520,000 or $19,000 per unit.  (We won't get into a discussion about down payment, gross income, expenses, or debt service, but let's say we show a positive cash flow of $45,000 per year.)

 

Let us further assume conservatively, that we resell the project 24 months after taking ownership for, say $21,725 per unit, or $1,738,000.

 
That would show the joint-venture partnership a $218,000 gross profit.  (We have not taken into account closing adjustments or Real Estate commissions.)  Assuming our standard 50% to the Investor, 25% to Princeton Realty Consultants, and 25% to the Partner, then; at the end of 24 months, the Partner would receive:

 


(1)
25% of $218,000, or
$
54,500

 


(2)
25% of 2 years of $45,000 cash flow, or
22,500

 


(3)
50% of  Real Estate commissions (approximately)
13,000

 


(4)
A 4% per annum property management fee,



(paid monthly) or (about)
18,000




___________

 




$
108,000+

 

As you can see, in a very basic example, it is possible to earn considerable profits on just one project.  We have not included a discussion on Real Estate or property management fees, which, in themselves, can provide on-going cash flow to yourself as an Partner.  We expect each Partner to acquire and close on at least two projects per quarter (8 per year).  We, however, would like to see each Partner close one per 30 day period, or 12 per year.

 

Your income will obviously escalate according to your level of ambition and motivation.  Our documented corporate cost of locating, training, establishing, and then working with an Partner to bring Investors and projects together is approximately $16,500 per year. Since we are establishing a partnership, we ask the new Partner to defray a portion of this expense.

 

Therefore, there is a one time pre-paid management, supplies and training fee of $9,750 which partially assists in defraying these costs of administration and management in support of the Partner program.

 

Our training program, held in Dallas, is complete, comprehensive, and detailed.  You will leave training totally prepared with our manual, forms, agreements, and confidence allowing you to initiate our program immediately.

 

Also, head office partners are a telephone call away to provide support and on-going assistance.

 

One other thought.  You may start as an Partner part-time, working from a business telephone at home until your remuneration allows you to participate full time.  There is no necessity for an office, secretary, or other costly business equipment.

 

As you can appreciate, we cannot possibly put every eventuality or situation in this letter.  In some cases, I'm sure we've stirred up several questions about our program.

 

But that's what we want.

In closing, let me give you a thumbnail summation.  We will teach you our business comprehensively.  We will then have you start to acquire projects that meet our Investor criterion.  We will jointly locate and sell an Investor on the project.  We close on the project, thereby creating a three way joint-venture.  When we sell, and make a profit, we split it three ways according to our percentage interest.

 

As you can appreciate, our Partner program is a serious, solid and substantial opportunity for those who can recognize the potential of what we are doing, and how they can earn a sizable yearly income working in conjunction with our Corporation.  Your earnings can start immediately, and build to financial security.

 

If our proposal is of interest to you, I would ask that you re-read our letter and other material in detail.  (We know it's lengthy, but we try to provide as much information as possible.)  Then, write down any questions that you may have.

 

Once you have had time to review our information, and you wish to proceed, follow the directions to submit your information.  After receipt, I will call you to ask and answer questions and provide any further information you require.

 

In closing, I would like to say the facts and numbers outlined in this letter are real.  The income you can earn is real, and verifiable.  Our opportunity is solid and substantial.  Give our proposal serious thought.

 

Sincerely, 

Alan Hart, Sr. Partner

 

QUESTIONS

 

Can I start part-time and eventually progress to full time?

Yes.  In fact, until a Partner has closed on three to four projects, we recommend part-time involvement.  All that is required is five to eight hours per week in the beginning stages.

 

Are there enough projects "for sale" in my region that meet the investment criteria?

Yes. Regardless of location and regional economics, there are always ample opportunities within a given marketplace.  Also, remember, with investment properties, a number of "for sale" projects are never advertised, but brokers are aware of them.

 

Who decides which projects to bid on?

We both do, using our formulas, and working in conjunction with each other.

 

Who prepares or decides on counter-offers?

We both do.

 

What is the average size of acquired projects?

Usually a minimum of $1-$2 million to a maximum of $25 million.  The average is $1 - $3 million in size.

 

What is the average investor down payment?

Depending on the project, the area, the financing, and the cash flow, down payments will range from a low of 20% to a high of 50% of the purchase price.

 

Will an Investor invest in a negative cash flow project, even if potential gains look sizable?

No.

 

Who lines up the projects long-term financing?

In some cases, financing is already in place, and is assumable.  We also look for the seller to carry back some financing.  However, if new financing is required, we assist in locating financing sources to arrange long-term money.

 

Who guarantees the mortgage?

Normally, no one.  The project and Investor down payment act as security.  But if a lender insists on a guarantee, then the Investor is the only one to sign.

 

 

Who puts up the earnest money to "tie up" the project "subject to" for the time required to find the Investor?

We have a formula that allows in most cases, the project to be "tied up" with no out of pocket expense.

 

What out of pocket expenses does the Partner have?

Some minor printing and copying expenses, some secretarial work for each project, and collection of data for inclusion in Investor packages.  Also, we look to the Partner to run local ads for new investors on each project.

 

How does the Partner initiate the business to locate suitable projects that are for sale?

The simplest method is to contact a number of commercial brokers and outline what we are seeking in the way of property investments.

 

Can an Partner have a partner?

Yes, absolutely.

 

How long until an Partner can start making money with the program?

Depending on a number of factors, such as real estate commissions, property management fees, net cash dividend pay-out, and of course, eventual resale, it can range from 60 days to 120 days.  Discuss this question in more detail, as it relates to your personal and business situation, with a Princeton Realty Consultants partner.

 

How are my rights and property ownership protected?

First of all, your ownership interest, normally 25%, is registered on title to  the property at closing.  Secondly, your rights are protected by the three party joint-venture agreement.

 

Who does property management?

The Partner can perform all property management supervision if so desired, and receive the usual 4% of gross revenue fee paid monthly.  Or, property management can be farmed out to an independent firm at the 4% rate.

 

What is the Partner's exposure or financial risk in each project?

Little to none.  The Partner does not have an investment in the project, other than time.  Even though they are recorded as owners, exposure is limited to that interest.  The Partner may, however, choose to not go on title but rather have their interest in the title recorded by the joint venture agreement.

 

Who prepares the marketing package for Investor consideration?

The Partner assists in the preparation of the first draft, but the final package is approved by head office.

 

How are the Investors in the Company's computerized data base made aware of each project?

Each targeted Investor is mailed a one page Executive Summary of the project.  The Investor then contacts the Partner or head office to request the complete marketing package.  Also, as mentioned we require the Partner to advertise each project in the local paper.  This will continue to grow our investor database.  In addition, each Partner package is sent to all other Partners who have built up local investors.

 

Then what?

The Investor will then contact the Partner to ask questions about the property.  Once the Investor is ready to proceed, they will arrange to visit the project and meet with the Partner.

 

And then?

If 100% satisfied, the Investor will be ready to proceed to joint-venture contract stage.  These contracts are covered completely in our training program.

 

After the closing, who determines how we manage the property, when to place it back on the market for resale, and at what price?

The property investment is controlled by a "management committee", consisting of the Partner, the Investor, and the Company.  All decisions are reached by consensus between the parties.

 

Why does Princeton Realty Consultants need Partners?

Simple.  We need key individuals working on the local and regional level to locate and "negotiate" quality property projects.

 

Why is there a $9,750 Partner fee?

Two reasons.  One, it shows a commitment from the individual.  Two, since we know our expense to train and work with a new Partner for one year is approximately $16,500, it helps to off-set our cost.

 

Who is your average Real Estate Investor, and what is their average investment?



The average Investor is usually a professional individual (doctor-dentist, attorney, engineer) and their average investment per property is $150,000 to $750,000.

There is only one Investor per project?

That's correct.  We do not do limited partnerships, syndicates, or any type of investment groups.  We only allow one Investor to invest in each project.

 

What happens if the property has not increased in value in the one year to two year holding period?

We will continue to hold the property, usually raising rents or income to increase our cash flow and wait until the market allows a profitable resale.

 

This business sounds so simple, yet it has to be complex.  How can I learn the thousand plus things I need to know?

Every step in our acquisition, management, and resale process is a formula.  We teach you these formulas.  Also keep in mind, we are a phone call away for answers.

 

What guarantees do I have this program will work for me?

None.  But if you follow the program, use the formulas, and do your part, we will do ours.  This mutual effort will result in sizable earnings in not only your first year, but also for years to come.

Princeton Realty Consultants
REAL ESTATE

PARTNER AGREEMENT

This Agreement is between:

Princeton Realty Consultants
A body corporate having its registered office Dallas, Texas hereinafter referred to as "the Company",

AND;

 a ________________________________________________)

hereinafter referred to as "the Partner".

(A)
WITNESSETH THEREFORE:


The Company and the Partner, acting as independent contractual agents, are desirous of entering into this Agreement for the purpose of effecting certain contracts with Joint-Venture Investors and to be monetarily compensated both jointly and severally with respect to these Joint-Venture undertakings upon successful completion of the specially defined terms and conditions between the Company, the Partner and the Investor.

(B)
IT IS THEREFORE AGREED AND UNDERSTOOD THAT;

(1)
The Partner will locate, assess, review and recommend various and sundry Real Estate income producing investment grade properties for the purposes of framing and submitting offers to purchase these so identified properties.

(2)
The Partner will employ Company supplied documentation, work sheets, purchase contracts and formula directives when trading on any and all Real Estate properties.

(3)
The Partner will adhere to the systems, procedures, policies and rules as set forth in the Company manual and as amended by the Company in bulletins or written directives.

(4)
Upon acceptance of an offer by a Seller of a Real Estate property, such offer submitted by the Partner, then the Partner will, in every case, and without delay, submit a copy of the accepted offer and a draft copy of the Investor marketing package to the Company.

(5)
The Company will, after review of the marketing package and final preparation of a one-page Executive Summary describing the property investment, mail this summary to each and every current Investor who has expressed an interest in this type of property investment.

(6)
The Partner will cause to be sent to each further interested Investor a complete marketing package.

(7)
The Partner will initiate the standard Company Joint-Venture Agreement with the Investor without additions, deletions, amendments or changes without the express written permission of all signatories to the Agreement.

(8)
The Partner will be entitled to a 25% ownership position in the property, 25% of the net cash flow distributed quarterly, a 4% property management fee (should the Partner elect to perform the property management duties) and a 50% share of the Company's share of any and all Real Estate commissions on either the purchase or sale of the property if so licensed, or in a legal position to receive these commissions.

(9)
The Partner will not divulge information about the Company, its systems, procedures, formulas, criterion or its method or style of business to any individual or entity at any time without the express written permission of the Company.

(10)
The Partner recognizes that all procedures, formulas, systems, forms, documentation, letters, summaries, marketing packages or proposals, advertising copy, contracts, Joint-Venture Agreements or any and all other supplementary written material of the Company is regarded as the sole proprietary right of the Company, and may not be employed, shared, copied, distributed or otherwise employed without the express written permission of the Company.

(11)
The Partner recognizes that all Investors who make contact with the Partner for the purpose of gaining information in order to evaluate a Real Estate Joint-Venture investment, regardless of the origin of these Investors, are regarded as the sole and exclusive proprietary rights of the Company, and any attempt to entice an Investor to invest in a purpose other than a Joint-Venture between the Company and the Partner will be considered a breach of this Agreement.

(12)
The Partner may not employ, use, or otherwise benefit from the Company, its systems or procedures, documentation, marketing material, advertising copy or contracts, Investors, regardless of source, unless it is within the confines of this Agreement, and in an attempt to form Joint-Ventures between the Partner, the Investor, and the Company.  Time is not of essence with this clause.

(13)
The Partner recognizes that along with the Company, and the Investor, there is a mutual responsibility and duty to ensure that each Joint-Venture investment is accorded all diligence and attention in order that we jointly and severally achieve our collective financial aims.

14)
This Agreement will remain in force for one year from the date of signing, and will be automatically renewed each successive year in perpetuity unless there is a breach of this Agreement so noted to either party and not corrected within sixty (60) days of written notice of the said breach.  Termination of this Agreement by either party does not cancel any moneys due to the other party, and does not cancel any obligations, rights, or interests contained herein.  Time is not of essence in this clause.

(15)
If the Partner has breached this Agreement to achieve personal financial gain without the inclusion of the Company, by way of a Joint-Venture Agreement, then the Company may, without further notice, action or proceeding, be automatically entitled to its legal twenty-five percent (25%) interest in the project.  Time is not of essence with this clause.

(16)
The Partner will indemnify the Company against acts of omission or misrepresentation, oral, written, or otherwise with respect to the Partner's business activities.  The Company will indemnify the Partner against acts of omission or misrepresentation, oral, written, or otherwise with respect to the Companies business activities.

(17)
This Agreement contains the full and complete contract between both parties, with no other warranty, guarantee or representation, written or oral. Neither party may bind the other party to any agreement or obligation without the express written permission of the other party.

(18)
Both parties agree to protect and insure the rights of the other party to this Agreement, and to act and perform in the spirit, essence, and good intentions so implied.

(19)
The Company hereby acknowledges receipt of $9,750 payable by the Partner, to the company, with such one-time Partner fee to be used to defray the expenses of administration and management of the Partner program.

Signed at ____________________________________, _________________________ this

__________ day of ____________________, 19____.

Princeton Realty Consultants

The Partner

______________________________

______________________________

per:

               Witness





                     Witness

______________________________             ______________________________

APPLICATION INSTRUCTIONS

Princeton Realty Consultants has received a great many inquiries requesting information concerning our property acquisition program.  As a result of this response, we encourage you to review the enclosed information as soon as possible in order to determine your interest level and suitability to our program.

To move forward, follow the steps listed below.


1)
Review all of the enclosed information thoroughly.

2) Fill out the 2-page background information form and fax it to 

(972) 491-2506  

THEN

1)
Upon receipt, your background experience will be reviewed by me and Senior Partners.

2)
I will then contact you to determine our mutual suitability, and answer any questions that either you or I may have.

3)
Once you and I have discussed our program in detail, and we both have achieved a comfort level, I will then have a few of our partners contact you for further discussions.

4)
If the decision is then mutually reached where we both wish to proceed, I will then schedule a meeting date in Dallas, where we can both meet face to face and look to establish a financially rewarding relationship.

TIMING IS IMPORTANT.

Princeton Realty Consultants
REAL ESTATE PARTNER

BACKGROUND INFORMATION

Complete this form and fax: 972-491-2506

NAME:

BUSINESS ADDRESS:

CITY:

STATE/PROVINCE:

ZIP/PC:
RESIDENCE ADDRESS:
CITY: 
STATE/PROVINCE:
ZIP/PC:
BUSINESS PHONE:

RESIDENCE PHONE:

FAX PHONE:         

EMAIL:
DATE OF BIRTH:
PREVIOUS EMPLOYMENT HISTORY – POSITION

FROM:

TO:

FROM:

TO:

FROM:

TO:     
INCOME LEVEL:

_____  $25,000 TO $50,000

_____  $50,000 TO $75,000

_____  $75,000 TO $100,000

_____  $100,000 +
PROPERTY, FINANCIAL, OR INVESTMENT EXPERIENCE.                             

BUSINESS BROKERAGE OR REALTY EXPERIENCE.

PROPERTY OR INVESTMENT EXPERIENCE.                                               

PROJECTS UNDERTAKEN RELATIVE TO OUR OBJECTIVES.

MANAGEMENT, MARKETING OR ADMINISTRATION EXPERIENCE.

DO YOU HAVE CURRENT SKILLS RELATIVE TO OUR BUSINESS:

DO YOU HAVE PAST EXPERIENCE RELATIVE TO OUR BUSINESS?

LICENSES HELD - PLEASE LIST.  

AS A PARTNER, WOULD YOU BE FULL OR PART-TIME?

IF PART-TIME, WHAT ARE YOUR OTHER BUSINESS INTERESTS?

LENGTH OF RESIDENCE IN YOUR STATE/PROVINCE?

YEARS?

PRIOR TO, IF LESS THAN 3 YEARS?

INDICATE LEVEL OF EDUCATION.

HIGH SCHOOL, UNIVERSITY, POST-GRADUATE

WHAT DO YOU CONSIDER YOUR PRINCIPAL BUSINESS STRENGTH?

WHAT ARE YOUR FINANCIAL GOALS?

DO YOU CURRENTLY MAINTAIN AN OFFICE?

WHY DO YOU FEEL YOU WOULD BE SUCCESSFUL AS AN PARTNER?

WHAT PROBLEMS, CONCERNS, FRUSTRATIONS OR CONFLICTS HAVE YOU ENCOUNTERED IN THE 

REAL ESTATE/PROPERTY/OR INVESTMENT AREAS.

WHAT HAVE YOU FOUND SUCCESSFUL?

DO YOU FEEL YOU COULD ASSESS AND APPRAISE REAL PROPERTY INVESTMENTS.

DO YOU ANTICIPATE ANY PROBLEM IN PRESENTING AND EXPLAINING OUR PROGRAM TO VARIOUS BROKERS, AGENTS, OR INVESTORS?

DO YOU OWN A COMPUTER?

HAVE YOU UNDERTAKEN ANY OUTSIDE SEMINARS, COURSES, EVENING STUDY OR CORRESPONDENCE PROGRAMS?

IF SELECTED AS A PARTNER, WHEN WOULD YOU BE AVAILABLE TO VISIT OUT HEAD OFFICE IN DALLAS, TX?

ANY COMMENTS?

PRINT, COMPLETE THIS FORM AND FAX: 972-491-2506
NOTE:

The following words and phrases are common in our industry, and allow people searching for our website to easily locate and access our information.

	.com

	10-K

	12B-1 Fees

	12B-1 Two-factor model

	3-d Technology

	Abnormal returns

	Abstract

	Abstract (of Title)

	Acceleration Clause

	Acceleration clause

	Accounting Systems

	Accounts receivable turnover

	Accredited

	Accretion

	Accrued interest

	Accumulated benefit obligation 

	Acid-test ratio

	Acknowledgement

	Acquisition

	Acre

	Active portfolio strategy

	Actuals

	Adjustment interval

	Administrator

	Adverse possession

	Advisor

	Aerospace and Defense

	Aesthetic Procedures

	After-tax profit margin

	Agency

	Agency basis

	Agency pass-throughs

	Agreement

	Agreement corporation

	Agreement of Sale

	Agriculture

	Air Freight

	Airlines

	Alpha

	Alpha Equation

	Aluminum 

	American Depositary Receipts
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